PENGARUH SOFTSKILLS (INTRAPERSONAL SKILLS) TERHADAP KINERJA TENAGA PEMASAR PROPERTI by Helena, J Kristina et al.
ABSTRACT 
 
These days, it has become a necessity for the property industry businesses for developing. These 
property businesses are usually marketed by a property broker. These growths in the property industry 
had made people starting to realize property as an opportunity for business, therefore the number of 
property businesses increasing. In order to compete, property marketing human resources need to have 
soft skills. This research is conducted using three independent variables, consists of self-leadership, self-
efficacy and achievement motivation. The data obtained by distributing questionnaires to marketers in 
BSD property. Research questionnaire distributed to 100 respondents. The data were processed using 
validity test, reliability test, Principal Component Analysis method and multiple analysis regression. 
Results of the study shows that the Selfleadership has a positive influence on the level of sales per year 
that is equal to 3 times against property units sold. Self-efficacy has a positive influence on the level of 
sales per year, which is 2 times of property units sold. Motivation is not proven to have significant 
influence on the level of sales. 
 




Seiring dengan semakin pesatnya perkembangan wilayah di Indonesia, industri property yang 
dilakukan oleh broker properti pun ikut berkembang. Semakin menjamurnya bisnis jasa pemasaran 
properti mengakibatkan persaingan antara broker properti semakin besar. Soft skills menjadi sangat 
penting sehingga bisa meningkatkan kinerja tenaga pemasar properti. Penelitian ini menggunakan tiga 
variabel bebas soft skills yaitu self-leadership, self efficacy, dan motivasi berprestasi. Data yang 
digunakan didapat dengan cara menyebarkan kuesioner kepada tenaga pemasar properti di wilayah 
BSD. Kuesioner penelitian yang dibagikan kepada 100 orang responden. Uji yang dilakukan adalah uji 
validitas, uji reliabilitas, pembuatan. Factor Scores dengan menggunakan Principal Component 
Analysis, dan pembuatan model prediksi kinerja pemasar properti dengan regresi berganda. Hasil dari 
penelitian diketahui bahwa Self-leadership memiliki pengaruh positif yang terhadap tingkat penjualan 
pertahun yaitu sebesar 3 kali terhadap unit properti yang terjual. Self-efficacy memiliki pengaruh positif 
yang terhadap tingkat penjualan pertahun, yaitu sebesar 2 kali terhadap unit properti yang terjual. 
Motivasi tidak terbukti mempunyai pengaruh signifikan terhadap tingkat penjualan. 
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